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On the Cover 


“If winter comes, can spring be far behind?” 


The man in the picture is digging his car out from 
under winter snow as he begins a new year. His name 
does not matter because he looks just like you—or me 

and his difficulties are just like yours and mine 
snow—driving hazards—taxes—-government regulations 

threat of war—higher prices—budget troubles. How 
easy to grumble and complain! 

BUT—look again—that’s a good modern automobile 
it’s his. And a fine overcoat, hat and gloves. Look at 
that well-fed figure and the home in the background 
with the church tower beyond. Yes, there’s a_ utility 
pole, too. With all his taxes, budget troubles, and annoy- 
ances, this fellow lives well. Mr. Average American 
enjoys a higher standard of living than the average 
citizen of any country in the world. 

Why not be thankful? Most of us are, really, but we 
like to use the privilege which permits us to complain. 
Snow is beautiful before it becomes soiled by man-made 
soot and smoke—the by-product of imperfect combus- 
tion and waste. We can take the bad with the good and 
when it is within man’s power to correct and change the 
things we do not like, our energies are expended in that 
direction as the record of our progress proves. 

Justice Holmes said, “I love to pay taxes, with them 
| buy civilization.” Maybe if we look around we can 
see new and greater values in our America that will give 


us a lift for the coming year. 


CONVENTION 
and 


ANNUAL MEETING 


38th 


NATIONAL 
CONSUMER 
FINANCE 
ASSOCIATION 


Chalfonte-Haddon Hall Hotel. 


Atlantie City, New Jersey 


The dates: October 6-7-8-9, 1952 


Your Membership 
Campaign 


It is the earnest hope of your Membership Committee 
that the year 1951-1952 will produce the greatest growth 
in membership in the history of the National Consumer 
Finance Association. 

It seems to your Committee that it is the responsi- 
bility (and privilege) of each and every member of the 
NCFA to obtain at least two new members. The effective- 
ness of any good trade association is evidenced by a 
continuous and conservative growth and the introduc- 
tion of new blood into its veins. 

We must always welcome the opportunity to “sell” 
our National Association and to sing the praises of its 
benefits to nonmembers. I am sure every one agrees 
that our Association is one of the finest trade associa- 
tions in the United States, and we must continue to make 
it even greater by increasing its membership; this, in 
turn, will bring more activity and enlarge its scope. 

Last year Mr. I. L. Brisbin, chairman, set out to beat 
the previous year's record and almost succeeded: he is 
to be congratulated on a fine job. This year’s team 
hopes not only to match the records of the last two years. 
but completely submerge them. However, this cannot 
be accomplished without fine team spirit from every mem 
ber of the NCFA, and we know that team spirit exists 

Your Committee has able chairmen in each state, and 
each state chairman is eager to assist locally in the pro- 
motion of the NCFA, and willing to take time from his 
own personal occupation to make this drive the greatest 
ever. Soon the names and addresses of the Membership 
Committee will be printed in the Consumer Finance News 
so that you may know whom to contact in vour state. and 
where. 

This campaign is one in which every NCFA member 
may participate. Perhaps you have a prospective mem- 
ber in mind, but for some reason or another, you haven't 
had time to contact him. Just let us know his name and 
address and we'll do the rest. The state chairman will 
follow up your suggested prospect. 

This is YOUR Association, and a successful member- 
ship campaign will directly benefit you. Let’s all get to 
work now and try to put a new record on the books by 
Atlantic City time next October. We can. if every mem- 
ber of the NCFA will consider himself a part of the 
Membership Committee and obtains at least two new 
members. I consider you a member of the team—how 
about reporting to the coach? 

And we are going to make it easy for you to send in 
the names of your prospects. The “coach” is having some 
cards prepared on the back of which will be a form to 
be filled out and returned to the headquarters office 
in Washington, D. C. 
members at irregular intervals during the year’s cam- 


These cards will be sent to all 


paign. Then you can become an active member of the 
team with a few strokes of your pen. Don’t be left on the 
bench. Get into the game and put the team out in front. 

The Membership Committee and its chairman are 
always glad to be of any assistance—call on us. 
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Food for Thought 


Culled from Here 
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Personal Income Up 








On. 
Ont. 








| 1950. | 1951 
Source: of - 











Wage increases for Federal gov 
ernment employes plus a rise in farm 
income boosted personal income to an 
annual rate of $257.500 million in Oc 
tober. It was about $4 billion above 
September and was $23,400 million 
greater than the October, 1950. total. 


The Wall Street Journal 


It isn’t enough to say we have 
assumed a position of leadership in the 
world-wide quest for peace It takes 
people to provide leadership—in Gov- 
ernment as well as business. Moreover. 
it takes the best available people. 

Business must spearhead a movement 
to provide the best possible personnel 
to exercise that leadership for the 
Government partner in this battle for 
It must 
recognize the fact that the common in 


survival, as well as for itself. 


terests of all our people. stemming from 
our priceless heritage of democracy and 
freedom, outweigh any individual in- 
terests we may have at the moment. We 
must treasure those common interests 
even more than our short-range per- 
sonal objectives. For unless we harness 
our full capacity for goodwill, as well as 
our full capacity for production, we 
stand in danger of losing those com- 
mon rights from which all our other 
blessings emanate. 
Chairman Robert Ramspeck 
United States Civil Service 
Commission 


It is all too easy for a democratic 


universal suffrage community to allow 
capital formation to be pushed to the 
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wall... . Capital creation may be 
necessary; but there are very few votes 
in it. Yet the penalties for neglecting 
it, though they may take some time to 
mature, will in the end be inexorable. 
An installment is being experienced 
now. But if underinvestment continues 
much longer, then it may be wholly im- 
possible to rescue the British economy 


Economist, London, May 15, 1948. 


Private Enterprise 
The power to choose the work I do, 
To look, and have the larger view, 
To know and feel that I am free 
To stand erect—not to bow the knee. 
lo be no chattel of the State 
But to be the master of my fate; 
lo dare to risk, to lose. to win. 
lo make my own career begin 
lo serve the world in my own way 
lo gain in wisdom day by day, 
With power and zest, to climb, to rise. 
I call that private enterprise. 
Author Unknown 
Personal Financier. 


If you want to raise a crop for one 
year, plant corn. If you want to raise 
a crop for decades, plant trees. If you 
want to raise a crop for centuries, raise 
men. If you want to plant a crop for 
eternities, raise democracies. 

Carl A. Schenk, famous inter 
national forester. 


Used automobiles built before 
World War Il were exempted by the 
Federal Reserve Board from its regula 
tions covering credit terms for instal 
ment purchases. The board did not 
give detailed reasons for the move. 
But a major factor undoubtedly was a 
recent study which showed credit re- 
strictions on pre-war cars were stiffer 
than market conditions required. 

The Wall Street Journal 


The word “firm” as applied to a busi 
ness establishment is derived from the 
Latin firmare, meaning “to confirm by 
writing.” In the course of time the 
meaning changed until the practice of 
thus confirming became the description 
of these who did so—who signed busi 
ness letters—and so made up the “firm.” 
Dixon’s Paper Circular, Liver 


pool, England 





COLORADO 
Broadmore Hotel, Colorado 
Springs, February 29 and 
March | 
ILLINOIS 
April 1952 
Drake Hotel, Chicago, November 
5-6 
INDIANA 
Claypool Hotel, Indianapolis, 
November 29-30 
IOWA 
Blackhawk Hotel, Davenport, 
May 14-15 
MARYLAND 
Lord Baltimore Hotel, Baltimore. 
October 11 
MASSACHUSETTS 
Sheraton Hotel, Worcester, March 
20 
MICHIGAN 
Beach Hotel, Charlevoix, July 10-1] 
Statler Hotel, Detroit. November 5-6 


MEETING SCHEDULE 


NEBRASKA 
Paxton Hotel, Omaha, January 
99.93 


NEW YORK 
New York City. May 6-7 


OREGON 
Multnomah Hotel, Portland, 
November 17 


PENNSYLVANIA 
William Penn Hotel, Pittsburgh, 
April 16-17 
Benjamin Franklin Hotel, Phila- 
delphia, November 12-13 


VIRGINIA 
Williamsburg 
burg, June 11-12 
Chamberlain Hotel, Old 
Comfort, October 21-23 


Williams- 


Lodge, 
Point 
WASHINGTON 


Washington Athletic Club, Seattle, 
April 19 























Streamlined Operations 


Mr. Simms is assistant vice president 
of Seaboard Finance Company. He 
made this address at the annual meet 
ing of the Ohio Association of Small 
Loan Companies 

In these days of constantly rising 
costs of doing business, can there be 
any question but what we are compelled 
to streamline our operations in order to 
maintain or increase profits? Today 
more than at any time since the last 
war it is essential to increase work 
output and to get the utmost from every 
man-hour | am sure everyone here 
realizes this is true-—-and yet, how many 
of you have analyzed your procedures 
recently to be certain you have applied 
every refinement for increasing the effec 
tiveness of your operations / 

Let’s first analyze today’s loan appli 
cation. Some companies streamlined it 
to a point where it disappeared entirely 
Necessary information is handwritten 
directly on the account or ledger card 
This applies to all new, FB and PB 
loans Other companies have followed 
suit on the FB and PB loans but, be 
cause of a desire for more information 
a shortened loan application 


What do you do? 


Ihe chattel mortgage has changed its 


retained 
form for new loans. 
appearance in recent years. Remembe 
the amount of time it once took to write 
or type the number and description of 
the individual items on each chattel? 
It was a welcome relief when someone 
got the bright idea of printing a list of 
the items usually found in the home 
so that it was only necessary to fill in 
a number before each. Today. even 
this step has been replaced by many 
operators with a printed phrase in 


corporating the items by reference 


New Forms 


Do you still go through the tedious 
job of filling in the complete loan terms 
on first the note, then the chattel, the 
book, ete.? The 


new “snap-out™ combination sets (and 


payment relatively 


here an “orchid” to Barney Lenihan 


who, I believe, originated the idea) now 


permit the completion of all legal papers 
with just one set of fill-ins by means of 
carbon inserts. This is a real time 
saver 


Some companies replaced their pay 
ment books with payment receipts which 
are written tn triplicate. Among the 
advantages claimed are the tighter con 
trols afforded by 
two carbon copies and the elimination 


proper use of the 


of daily payment listings. 
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By H. G. SIMMS 


In the past almost every company 
maintained a two-card system—one card 
in the branch and the other in head 
quarters. By means of a daily branch 
office summary report headquarters was 
able to post its cards daily so that in 
addition to having a tight control, it 
could deliver a duplicate set of cards 
in short order to any of its branches 
which might be gutted by fire. In recent 
years many operators have taken a more 
realistic attitude and discontinued post 
ing to the duplicates, but still retain 
them so that the balances could be 
brought to date if necessary. Still other 
operators have discarded the duplicate 
cards entirely, knowing that a new set 
could be reconstructed from the loan 
f the 
daily report. Other operators have gone 


register and payment sections « 


a step further and eliminated the pay 
ment section from the daily report. 
Instead, they have the branch mail 
copies of the payment receipts, or, i 
these are not used, they have the branch 
run the open balances each month on 
an adding machine tape and insert the 
account numbers after each balance and 
forward to headquarters. Then, if 
necessary, headquarters could still re 
build a duplicate set of cards in short 
order; the account number, names, ad 
dresses and loan terms from the loan 
register section of the daily report and 
the balances from the payment receipts 
or the monthly recap tape. The only 
payments missing if the latter plan is 
used, would be the current month's to 


the date of the fire. 


Daily Reports 


But what about retaining a list of 
the payments taken daily in the office? 
Again, if you have discarded the pay 
ment book and adopted the triplicate 
problem — is 


payment receipt, your 


answered. Otherwise, you need only 
have the cashier, when running het 
daily recap or trial balance tape, insert 
the account number preceding the new 
balance by means of the non-add key. 
Retain the tapes as office records. Be 
lieve you will agree both procedures are 
real time-savers as compared to typing 
or otherwise preparing a daily list of 
payments, 

The summary and statistical sections 
of the daily report have been eliminated 
by many operators. Most headquarters 
now have the branches report every ten 
days on the gain or loss in receivables 
and the cash position. The last vestige 
of the old daily report is a list of the 


loans made during the day—and even 
these are sent to headquarters, in many 
instances, every ten days. 

One more thought on the two-card 
system. Those of you who like its ad 
vantages but dislike the time and effort 
necessary to maintain it might give con 
sideration to having your branch ledger 
cards microfilmed at the end of each 
In effect. 
this gives you a second card except for 


month, or even each quarter. 


one to three missing payments, and the 
added advantage of up-to-date informa 
tion as to change of address, employ 
ment, ete, 


Forms 


Give careful thought to the design of 
your ledger card. Some companies have 
set up their cards to handle as many as 
four consecutive loans. thus providing 
a record which helps operating people 
exercise a little keener credit judgment 
on refinanced accounts and = enables 
supervisors to spot more readily abusive 
pyramiding of loan debt. Others use 
colored cards—white for accounts with 
going rates, tan for other rates (settle 
ments, legal, ete.) and red for P&Ls 
Managers say this reduces incorrect 
interest computations and aids in run 
ning accurate monthly recaps 

Speaking of forms in general. you will 
be wise to analyze a complete set of 
those presently in use in your opera 
tions. Ten-to-one there are a few which 
can be discarded entirely when you stop 
to consider the man hours spent in a 
year’s time by accumulating figures or 
statistics which may be referred to by 
the “top brass” only once or twice in 
Twenty-to-one other forms 
I read 


five years, 
can be shortened or simplified. 
with interest an article which appeared 
in last month’s issue of CoNnsuMER 
Finance News. When setting up a plan 
for the transmission of foreign accounts 
between offices, the Association pre 
pared suggested samples of three neces 
An alert 
midwest operator, probably vexed by 
the thought of burdening his offices with 
three more forms, analyzed them and 


sary forms for its members. 


consolidated them into a single form 
every bit as short as any one of the 
three. Intelligent 


original planning 


here. 
Office Space 
With rentals rapidly pushing up the 


per square-foot cost of office space, there 
has been a trend to reduce the deal room 
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or closing room size to a minimum. | 
have seen some compact deal rooms 
lately that are truly modern—three- 
sided, with partitions at head height 
when seated, no doors, built-in tables 
the inter 
viewer's chair in the workspace. No 


and-—what is a little unusual 


waste of steps or valuable space. 
Remember the manager's office? It 

On the 

theory that a good quarterback is in the 


new seems a relic of the past. 


thick of every play, it certainly makes 


sense to place the manager’s desk 
directly in the general workspace. 

Che contours of counters have been 
changing of late. You may have read 
Larry Curtiss’ article some months back 
in Consumer Finance News outlining 
the merits of a sit-down counter—that 
is, the cashier sits and takes payments, 
change, 


all with 


locates ledger cards, makes 
types, answers the phone, etc., 
out leaving her chair 

Another type of counter which ap 
pears to be gaining in favor is made up 
in shell sections which contain the files, 
safe and other equipment that usually 
devour valuable and expensive space 
The next office you open or modernize, 
look into the time and effort saving 
qualities of these counters. 

Incidentally, speaking of space-saving 
features, have you given thought to using 
90” rather than 60” desks? 


few vears one of the large chains which 


In the past 


made a thorough study of standardized 
efficient layouts determined that the 50” 
desk does the same job as the 60” and 


saves almost three square feet of floor 


space. On this same thought, I was 
interested in reading in Business VW eek 
the other day an ad of the Globe- 
Wernicke Company of Cincinnati which 
carried the headline: “Techniplan Office 
New High Efficiency In 18 To 30% 
Less Floor Space.” It went on: “Tech 
niplan Uses Interlocking, Interchange 
able Units, Offering Hundreds of Vari 
ations in Arrangement—Space Utiliza 
tion. Any Desired Combination of Work 
Facilities. Wasted Out-of-Reach Areas 
are Avoided. . .” 
worth looking into. 


and so on. Certainly 


Customer Repayment 


The method of customer repayment 
has also succumbed to change over the 
years. You will recall that under the 
re paid a set 
amount of principal each month, plus 


old plan the customer 
the interest due. Then along came the 
flat payment plan and the customer was 
given a single monthly amount which 
included both principal and interest. 
Recently the even dollar payment plan 
was devised which, like the flat payment 
plan, offers a set monthly amount but 
and this is its greatest advantage 
all payments are, as the title implies, 
Thus, making 
of change at the counter is eliminated 


in even dollar amounts. 


thereby saving time and lessening the 
error-lactor 
Filing 


Do you still file paid up PB cards 
alphabetically—or, have you adopted 






































































































“Boy, will | be glad when this 
outfit finds more office space!” 


JANUARY, 1952 








the streamlined method of filing under 
the date paid? This plan eliminates the 
individual alphabetical or 
numerical filings. Further, it enables 


onerous 


you automatically to retain only the two 
years of made-again cards necessary 
under most state regulations, again sav 
ing valuable filing space. time and 
equipment, 

Filing your FB cards in the same man 
ner—date paid—permits you to plan 
solicitation on an age basis. Certainly 
it is unprofitable to solicit accounts that 
have been paid up for 10 or 12 years 
While actual tests indicate the three 
year mark to be the dividing line. you 


may select your own age break 


Solicitation 


Here’s a thought on FB solicitation 
One large and one small chain that | 
know of have taken this tedious but 
necessary job away from their offices 
by having an outside firm handle the 
task. In brief, the outside firm sets up 
an alphabetized file of addressograph 
plates for the FBs « 
to keep the file active, the offices send 


f each office; and 


the firm once each month a “put in” 
and “take out” list covering the loans 
paid up and made again during the 
month. The cost is reportedly nominal 
and any business service having an ad 
dressograph machine should be able to 
handle your FB mailings for you 

A lot of time can be wasted on the 
preparation of needless headquarters 
reports as related a little earlier. For 
example, one operator states his offices 
no longer type a complete detailed 30 
day delinquent report at the close of 
each month. They now merely run a 
tape and report the number and amount 
of 30s. 

Another leaking faucet in most offices 
is the time lost on needless delinquent 
dictation. Some offices have conquered 
this bugaboo by the intelligent use of a 
planned set of form letters. Others say 
such letters are too costly and advance 
as a substitute the use of brief personal 
longhand notes to borrowers with plugs 


for renewals where advisable. 


Use of Machines 


Operators who have installed machine 
posting are very much in accord as to 
the time-saving and control factors pro 
vided. Typical comments are: 

saves me one-half an employee in some 
offices and as much as one employee in 
others; cashiers are able to post a¢ 
curately four payments in the time they 
formerly posted one by manual applica 
tion; eliminates the practice of running 
daily recaps between the old and new 
balances: cash drawer balancing is ac- 


complished with greater accuracy; 
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makes it possible to get our cards back 
into their proper file space much earlier 
than heretofore and thus eliminate the 
considerable confusion which occurs 
when cards are out of file for work 
purposes.” There doesn’t seem to be 
much question but what you should 
look into the possibilities of machine 
posting if you have not already done so. 

Speaking of machines, here’s one [ll 
bet some of you don’t have in your 
offices and its cost is probably less than 
$20-—a Remington Rand Card Multisort 
will enable you to save upwards of 75% 
of the time usually spent in sorting 
ledger cards for filing alphabetically or 
by due date 

Chere are literally hundreds of dupli 
cations of effort going on every day in 
your offices. For example, when pre 
paring deposits, it is customary to type 
deposit slips and then run a tape on the 
Why not eliminate the typing 
and simply insert the deposit slip in the 
Look for and do 


away with such duplication of effort. 


amounts 


idding machine 

Incidentally, do you know that many 
banks will permit you to bulk money 
orders and charge your account activity 
with just one item? 

Since one of the purposes of stream 
lining is to effect a better customer 
service, don’t fail to examine closely 
your handling of the customer. A very 
successful operator recently told me he 
feels the amount of wasted time the 
customer—particularly an old customer 

spends in an office makes the differ 
ence between a real or a mediocre opera 
tion. He says, “we constantly put forth 
a real effort to have a customer phone 
By the time he reaches 


P.O.B. checked 


ind the papers completely prepared 


for a renewal 
the office we have the 


He’s in and out in a matter of minutes 
Really 


Makes sense, doesn’t it? 


steps up the recommends.” 


Office Equipment 


Most of the benefits you derive from 
streamlining will be offset if you over 
look fatigue as a factor in attaining lean 
office efficiency. Ventilation. for ex 
ample, is a definite fatigue factor. In 
modern offices some provision is made 
for controlling air conditions—either by 
cooling and heating, putting in and 
taking out moisture, or changing the air 
The old 
idea of opening a few windows when the 


office gets stuffy is better than nothing 


by means of fans or blowers. 


’ 


but not much better 


Eyestrain is another controllable 


factor in employee fatigue. There 
should be 50 or 60 foot-candles of light 
on every desk—-and do you know that 
the average desk has only 20 foot 


candles? An inspection of your office 
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lighting should be made by a qualified 
person using a light meter. Most pub- 
lic service companies will provide this 
If incandescent lighting is still 
being used, fluorescent lighting should 
However, fluorescent 
lighting, unless properly installed in 
fixtures which shield the eyes from 


service. 


be considered. 


glare, can aggravate eyestrain. Savings 
in current used by fluorescent lights 
should, over a period of years, liquidate 
the cost of the better light. Offices 
should be floodlighted to avoid spot- 
lighting of desks, which produces eve 
strain. 

Non-reflecting wall and furniture 
surfaces and piped music are further 
controliable fatigue factors. 

Here’s another. 
gers look down their 


Old-line office mana 
noses at rest 
periods for office employees. They con 
tend the ten-minute time out soon be 
comes a fifteen-minute interval, which 
simply means two and one-half hours 
less production from an already too 
short workweek. 
the rest-period privilege, there is some 
thing lax 


If employees abuse 
about management. And 
since every employee must be absent 
from his or her desk for at least ten 
minutes each morning and afternoon, 
the rest period provides a “7th inning 
stretch” on time which would be lost 
in any case. To be most effective, all 
rest periods should be scheduled, and 
if possible candy and soft beverages 
made available to provide a needed 


pick-up 


Delinquents 


One concluding thought—and to my 
way of thinking. the most important 
from the standpoint of saving the great 
est amount of time in the refinement of 
any of your procedures. Reduce to a 
minimum or do away with your outside 
chases. From time immemorial outside 
chase calls have been just as much a 
part of a loan manager’s equipment as 
his interest calculator. Why? Certainly 
it is the slowest, most expensive and 
ofttimes the least effective way to keep 








your delinquency in line. Why do it 
the hard way? 

Several companies tackled this prob 
lem and, through a more intelligent use 
of Alexander Bell’s invention and Uncle 
Sam’s mail, managed to reduce the num- 
ber of outside chases by as much as 
75% in many 
eliminate them in others. 


offices, and entirely 

These companies began to realize 
that more and more of their customers 
could be reached by phone. 
of fact, you may be surprised to know 


As a matter 


that the number of phones throughout 
the United States has more than doubled 
in the past ten years, while population 
has gone up less than 15%. There were 
approximately 22 million phones at the 
end of 1940 and over 44 million at the 
end of 1950. 
practically all of the increase came 
At this 
rate it won't be long before almost all 


It is interesting, too, that 
after the war, from 1945 on. 
your accounts have phones. 


These found that 
those accounts which absolutely could 


companies also 


not be reached by phone were in most 
instances brought into line by a sensible 
mail follow-up. It’s amazing how well 
some collection letters work—particu 
larly when the manager does not have 
an outside man to fall back on 

We have an office in New York City 
with over a million in outstanding, all 
small loans, which has not had an out 
side man since the war. Delinquency 
and charge-offs during this period were 
normal and travel expense was prac 
tically nil—last month it was $8.95 


Conclusion 


I've talked a good deal about efh 
But let's not go to extremes and 
become too efficient for our own zood 
I'm reminded of an actual happening 
It seems the man 


‘ iene vy. 


in a branch office. 
ager had reached what he considered 
the peak of efficiency by rapidly signing 
his mail in two minutes flat at the close 
of each day. Naturally, his speed was 
not hampered by reading each letter 
and it so happened that one was written 
by a practical joker in the office. It 
was addressed to his headquarters and 
very graciously but firmly offered his 
The Billy Rose twist to 
this true story was the return of the let 


- hier 
resignation. 


ter to the manager along with a per 
sonal plea from his supervisor to recon 
sider and the promise of a salary in 
crease. 

I hope that some of the thoughts ad 
vanced here were new to you and that 
you may fit them into your operations. 
Remember that everything you do to 
effect shortcuts 
every duplication of effort you 


every time-saver you 
install 
eliminate 
tor you cast out will result in fewer 


every employee-fatigue fac- 
people producing better service. 
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Operation Enterprise No. 2 


A Report on Twelve Conferences in Ten European Countries; They Need Consumer Credit 


By PAUL L. SELBY 


Seated at the head table are the officers of the Danish Sales Organizations, ECA Director C. A. 


Marshall, American Commercial Attaché Edwin C. 


Wilkensen, Paul L. Selby (3d from right) at 


opening of Danish Sales Conference, Elsinore, Copenhagen, Denmark. 


Paul L. Selby was invited to become 
a member of a National Sales Execu 
tives team in a series of business con 
ferences in European countries. With 
the authorization of the Board of Direc 
tors of the National Consumer Finance 
{ssociation, he spent the period from 
October 29 to November 26 abroad 
Here we present a brief report on that 
trip 


Operation Enterprise No. 2 was a 
series of invitational conferences in 
European countries. The idea origi 
nally suggested by Paul Hoffman of 
EAC was designed to acquaint Eu 
ropean businessmen with American 
methods of distribution and _ selling. 
The object ve was to assist in the eco 
nomic recovery of the European coun 
tries through the adoption of better 
business techniques at home and abroad 
and thus bring about an earlier termi- 
nation of the need for the underwriting 
of those economies through the use of 
American ECA funds. 

The first Operation Enterprise con- 
sisted of a team of American sales ex- 
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ecutives who visited several cities in 
England during the summer of 1950, 
under the auspices of National Sales 
Executives, which is sometimes called 
the international voice of selling. A 
number of chapters of this organization 
established in 
notably 
Denmark and Switzerland. 


have been European 


countries, England. Sweden, 
In England 
the organization is known as Incorpo 
rated Sales Managers Association. Dur 
ing the year 1951 invitations were re 
ceived from other European countries 
for another team to visit those countries 
and to participate in a series of business 
conferences, explaining the American 
economic system, sales techniques, and 
the economic factors which make for 
the larger volume of business operations 
in America, 

Our team of seven was composed of 
the following: 

Elmer Krueger, president, Paper Art 
Company, Indianapolis, Indiana; Harry 
Doehla. Doehla 
Cards. Inc.. Nashua, New Hampshire; 
Paul L. Selby, executive vice president, 


chairman, Greeting 


National Consumer Finance Associa 
tion, Washington, D. C.; Donald G 
Sloan, president, Sloan and Wilcox In 
vestment Company, Portland, Oregon; 
William P. Swartz, Jr., 
William P. Swartz, Jr., and Company 
Roanoke, Virginia; Armand Gariepy 
sales consultant, New York, New York, 


and Erving T. Erikson. ice cream manu 


president 


facturer, Portland, Oregon. 


Schedule of Conferences 


On a pre-arranged schedule, we held 
conferences in Glasgow, Leeds, Copen 
hagen, Stockholm, Oslo, Helsinki, Am 
Frankfurt, Zurich, Madrid 
Paris, London and Leicester, England 
The attendance at those conferences 


sterdam, 


was surprising. Seven hundred and 
fifty business and sales 
stayed through the entire sessions of a 
three-day conference in Stockholm. a 
session which was opened by King 
Gustavus VI of Sweden. Over 500 at 
tended the conference in Leeds, Eng 


executives 


land, and attendance at other confer 


ences ranged from two sessions with 
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business groups of about 15 each in 
Madrid, to 250 in Zurich, Switzerland. 

We were surprised at the intense 
interest everywhere evidenced by these 
businessmen in the American free en 
terprise system. Our mass production, 
mass distribution and mass sales tech 
niques were the envy of businessmen 
throughout Europe, who seemed amazed 
that such business operations could be 
carried into effect and sustained with 
increasing benefits to all classes of 
people throughout the economy They 
were particularly amazed at the role of 
credit in America, for no 


onsumet 
where in Europe did we find any ap 
preciation of the economic effect of an 
idequate supply and use of credit for 
consumers. Cash lending to consum 
ers is virtually unknown in Europe and 
that a business structure could 
unsecured instalment papet 

ied most surprising to them. There 

fore, with the consent of the other team 
members, we were permitted to put 
particular emphasis on the use of con 


umer credit as a sales tool in America 


ind to develop the theme of an economy 


lt upon the widest possible market 


imeng the lower income groups 


through the use of consumer financing 


Scotland and England 


It was most gratifying to find a 
favorable reception for our team among 
the top-flight business leadership. In 
Scotland, the Lord Provost at 

tended, together with the heads of most 
business organizations in Glasgow At 
eds, England 


gest business organizations in this 
together 


representatives of the 


vt strial irea were present 
representatives of substantially all 
in the city At the conclu 


the conference thev tendered a 


Messrs. Kreuger, Swartz, and Selby 
with the legendary figure of Hoélgar 
Janshe 
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A. J. Gariepy, Mrs. Mills, Mrs. Swartz, Jr.. P. L. Selby. 
E. J. Mills, president, Incorporated Sales Managers (Leicester 


(in top hat). 


“The Station Master” 


branch), W. P. Swart, Jr. at the st 1, Leicester, England. 


full-dress formal banquet to the Ameri 
an guests as a Ladies’ Night function. 


Denmark 


In Copenhagen, Denmark, te Sales 


Executives organization gathered to 
gether a group of about 125 outstand 
ing sales executives of the whole coun- 
try of Denmark. In_ the 
Marienlyst Hotel at 


three-day conference was held. The 


beautiful 


Elsinore a_ full 


opening session was marked by the at 
tendance of the American Consul. the 
head of the ECA organization, and the 
political leaders of the country. | was 
privileged to address the banquet ses 
subject “The 


as well as giving my regular 


sion on the American 
Economy.” 


presentation at a convention session. 


Sweden 


In Stockholm. the three-day 750-mem 
ber conference was most outstanding. 
It has the largest 


system of cooperatives in Europe. Its 


Sweden is socialistic. 


people are wondering if they made a 
mistake in staying out of World War 
Il. The country lacks capital for busi 
ness investment and is hampered by an 
unfavorable balance of trade. However. 
the group of businessmen who attended 
our session seemed intensely interested 
in finding a way out of the doldrums, 
and a way to adopt some of the Ameri 


can principles of business. 


Norway and Finland 


In Oslo, Norway. we found another 
interested group of about 150 persons 


who listened attentively to our presen 
tations in a morning, noon and after 
noon session. Norway was occupied 
during World War Il by the Germans 
and suffered great loss of property 
wealth and destruction of plant facili 
ties. They are slowly coming back. are 
extremely grateful for ECA aid, and 
show promise of regaining their place 
as an economic factor in world trade 
None of the Scandinavian countries 
has made any provision for consumer 
loans nor is there any extensive use of 
credit Marketing is 


haphazard and there is no apparent 


instalment sale 


effort made to carry their distribution 
system to the lower income groups ex 
cept through cooperatives 

Only part of our team went to Hel 
sinki, Finland, while the rest of us were 
in Oslo. Those who went to Helsinki 
reported that business conditions in the 
shadow of the Iron Curtain are most 
unsatisfactory and that restoration of 
pre-war conditions is far behind the 
rest of Europe. 


Holland 


In Amsterdam we found a hard-work 
ing. sturdy people who have repaired 
their decks and are just now regaining 
the use of the inundated lands and be 
ginning to operate on an_ industrial 
basis. Due to language difficulties and 
a total lack of concept of American 
business methods, our meeting in Am 
sterdam was less successful than in 
I gained the impression 
middle ot 


other places. 
that Amsterdam, in_ the 
Europe, is perhaps as much isolated as 
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though it were far removed from the 
center of things. The natives are hard- 
working peple and the 
seem inclined to carry on with the age 


businessmen 


old methods of former years. 


Germany 


Frankfurt, Germany, is a splendid 
illustration of what a determined people 
ean do if they are willing to work. 
Starting with Marshall Aid money, the 
West Germans around Frankfurt went 
They are working 
We saw 


them on construction jobs at night with 


to work with a will. 
six days of twelve hours each. 


floodlights and it is amazing to see the 
restoration of buildings and plants that 
has taken place in this area. They are 
handicapped by lack of capital funds 
for industrial development, wages are 
extremely low, there is little or no effort 
to finance consumers, no loan laws or 
facilities, and the living conditions of 
the working people are still deplorable 
['wice in a lifetime the German busi 
nessmen have been completely wiped 
out, but they evidence a determination 
and a will stronger than evident in peo 
About 125 


attended our conference and surpris 


ples elsewhere in Europe 


ingly, most of them understood our Eng 
lish presentation, though the context of 
our statements was interpreted into Ger 
man for them. At Weishbaden, we were 
met by the officers and directors of the 
organization which corresponds to our 
U. S. Chamber of Commerce. They 
were greatly interested in our view 
points and suggestions but extremely 
reticent about plans to organize or an 
exchange of ideas and the development 
of business techniques 


Switzerland 


Zurich, Switzerland, is not only a 
beautiful, progressive, modern city but 
it has become the international head 
quarters for many world-wide distribu 
ting offices of American and foreign 
for example, the National 
Dayton, 


concerns ; 
Cash 
Ohio, has located its international dis 
tribution office in Zurich, and the same 
plan has been followed by a number of 


Register Company of 


other world wide traders. There Is no 
currency control regulating the flow of 
currency in or out of Switzerland. The 
Swiss are a proud and hard-working 
people. The old Craft Guilds have 
been going on for centuries and great 
pride is evidenced in skilled workman 
ship. We also noted that through ex 
port trade, the Swiss are in a much 
better position to maintain a balance 
of trade and a stable currency than 
most of the other countries of Europe. 
An industrial bank operates in Zurich 
with a capital of about 1,000,000 Swiss 
francs and with outstanding consumer 
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instalment loans of about 
I talked with the director of 
this institution and he seemed to have 


francs, 


a better concept of the consumer loan 
business than anyone that I met in 
Europe. However. there are only about 
three of these concerns in Switzerland 
and consumer credit, as we know it in 
America, has not developed appreci 
ably even in Switzerland. We had a 
most interesting conference, with an 
attendance of about 200, and I sensed 
a better appreciation of American busi 
ness methods in Zurich than in any 
other place in Europe. 


Peter Kaufmann, president of Market- 
ing Organization of Zurich presenting 
Swiss emblem to Paul L. Selby 


Spain 


Our visit to Madrid, Spain, was at 
once enlightening and depressing. The 
political status seems to have been 
stabilized under Generalissimo Franco. 
\ popular election last summer gave 
an overwhelming vote of approval to 
Madrid shows the 
intense revolutionary 
The Uni 


versity section was virtually destroyed 


his administration. 
ravages of the 


fighting of a few years ago. 


and is being rebuilt with government 


funds. with fine modern buildings 
The old royal palace is preserved as a 
national museum and in many other 
attends the 


ancient and historical monuments of the 


quarters extreme luxury 


past. Living conditions, however. are 
Workers’ wages are so low 


Social 


deplorable. 
as to afford a bare existence. 
security taxes are 200° of the payrolls 
and are required to be paid to the gov 
ernment by the employer. Under this 
system, an employee who makes $8 or 
$10 per week must realize that the gov 
ernment is paid by his employer a sum 
of $16 to $20 taxes on his wages. The 
social security benefits are sup] osed to 
cover all of the population from the 
cradle to the grave. but graft and the 
Public offi 
cers live in gilded luxury, while the 
Spain 


spoils system aré rampant. 


people eke out a bare existence. 


has abundant natural resources of 
nearly all raw materials, except only 
petroleum, but there are no access 
roads, only hand labor is employed, 
and the Spanish capitalists seem wholly 


uninterested in developing their re- 


4,000,000 


modern methods. No 
thought is given to financing the con 
A seller's market prevails in 
all commodities because of the great 


sources by 
summers, 


shortages of all durable goods. 


England Again 


In London we were royally enter 
tained by L.S.M.A. The King of Eng 
land is the President of Incorporated 
Association, Sir Wil 


automobile 


Sales Managers 
liam Rootes, the largest 
manufacturer, is past President. and 
the organization maintains its national 
office in London, with a very capable 
director. Our conference consisted of 
a brief morning session, a luncheon 
meeting. and an afternoon session from 
2 to 5 o'clock It was well attended 
and we found an extremely interested 
group. In the evening we were enter 
tained at dinner in the dining room of 
the House of Commons and by invita 
tion we sat in on a session of the House 
of Commons in the Parliament building 
The last conference which we at 
tended, was held in Leicester, Eng 
land, the oldest city in the midlands 
and the home of Sir William de Mont 
ford, who led the barons in their battle 
against the King, which resulted in the 
Magna Charta, on the fields of Runny 
mede. They are proud of their his 
torical background but I was more 
impressed with the fact that this thriv 
ing city has 140 different industries 
It isa thriving center of manutacturing 
and trade in shoes, textiles, machine 
tools, and scores of other industries 
The executives of these concerns are 
alert and show promise of great eco 
nomic progress. The banquet that eve 
ning was attended by the Lord Lieuten 
ant of the King, Lord Cromwell, by the 
President of the Chamber of Commerce, 
by the American Consul from Birming 
ham, and over 209 business executives 


Conclusions 


Was this trip worth while? 

The results of a mission of this char 
acter cannot be measured in immediate 
dollar return, but I feel sure that our 
team carried the story of American 
business techniques and procedures to 
the people of Europe in a very direct 
way. We covered such fields as pro 
curing capital through investment bank 
ing: distribution methods: the manu 
facture and sale of a product through 
retailers; direct mail selling: point of 
sale merchandising: the selling of in 
stallations; advertising. and financing 
the consumer. Our presentations were 
calculated to give an over-all view of the 
American techniques of distribution and 
selling. The cordial responses received 


everywhere indicated that these new 


Continued on page 15 
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Personalities 


Thomas J. Umphrey, vice presi 
dent and treasurer of American Loan 
Company, Indianapolis, Indiana, which 
operates eight offices in the states of 
Indiana Ilineis Kentuc ky Missouri, 
and Ohio, is another newcomer to the 
Board of Directors of the National 
Association. He was born in Indian 
apolis November 10, 1910. and his early 
education was received in St. Peter and 
Paul’s and Joan of Are grade schools 
and Cathedral High School there 

He graduated from Notre Dame Uni 
versity in 1933 with the degree of Bach 
elor of Commercial Science from the 
While in col- 
lege he was a member of the Notre 
Dame Glee Club 

Mr. Umphrey 
with American Loan Company in 1934 


College of Commerce. 


became associated 
as an outside representative, was pro 
moted to assistant manager in 1936 and 
In 1938 he was trans 
ferred to the executive offices in the 


manager in 1937 


capacity of branch office auditor. He 
was elected to membership on the Board 
of Directors in 1939, and his election 
as vice president and treasurer followed 
in 1941. 

Mr. Umphrey married Eleanor G. 
Lindgren of Indianapolis on April 30, 
1938. They have 2 children, Tom, Jr., 
age 12, and Lynne, age 9. 

He was president of the Notre Dame 
Alumni Club of Indianapolis in 1940 
and in 1945 served as president of the 
American Business Club in Indian 
apolis. He is a member of the High- 
land Golf and Country Club, the Indian 
apolis Athenaeum, the Indianapolis 
Press Club, president of the Indian 
apolis Lenders’ Exchange and a mem- 
ber of the Board of Directors of Indiana 
Association of Installment Credit Com- 
panies, Inc 
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WENT Y Years Ago in the News 


Personal Finance News, January 1932 
National Officers, 1931-1932: 


President, L. K. Osborne; Vice President, W. G. 
Wood; Executive Vice President, W. Frank Persons; 
Treasurer, T. J. Harrison; Secretary, Edgar F. Fowler 


It is difficult to measure the progress of personal finance in a period 
of such economic confusion and so colored with political influences the 
world over. But among credit institutions, it seems fair to state 
that personal finance has manifested an unmatched faith in the future. 
While, necessarily, there has been more prudent examination of risks, 
it has continued to extend credit to the masses of our people in increased 
number of loans and with only slightly diminished volume of money 
loaned. In this policy, it has been a conspicuous exception among credit- 
granting agencies. 


WEEK TOOT ey 


Once upon a time there was a loan business which thrived on the 
improvidence and ignorance of the dregs of society, but this business 
Today, 
most of us are striving to invest our money in families that are success- 
We know that such a family, like a business, 
will have constructive plans and will be looking to the future both in 


of ours has no relationship and no kinship with that business. 
ful growing concerns. 


the education and in the development of an environment for the chil- 
dren. We know that a successful family will make use of the credit 
system, and that on occasion our loans will be of great constructive value 
in the plans of such a family. 

—Burr Blackburn, Director of Research, Household Finance Cort 
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. . Let me say on this subject of the place of personal finance in 
consumer credit that it would be futile to try to measure the extent of 
that place by arithmetic expression in terms of dollars of business done, 
or even to try to define the future place of personal finance credit by 
a statistical concept expressing its place as a certain percentage of the 
total field of consumer credit. . 

It seems best at this time to define the place of personal finance in 
the field of consumer credit by stating, in an imagery which is no doubt 
quite vague and thoroughly unscientific, that its length is limited by 
the economic factor of costs, that its width is circumscribed by terri- 
torial restraints, that its height is restricted by the psychological factors 
of ignorance and prejudice. 

The place in credit to be occupied by personal finance depends upon 
whether those three limiting factors are pressed outward or allowed 
to be forced inward. To press them outward you will need the pro- 
tective and other positive activities of your national Association, the 
efficiency and the vision to reduce costs to the consumer whenever and 
wherever humanly possible, and a wholehearted and continuous pro- 
gram of straightforward publicity and sincere and truthful institu- 
tional and promotional advertising to make your business a familiar 
and acceptable institution to the common man. 

—Dr. Clyde William Phelps, Head, Department of Economics and 


Commerce, University of Chattanooga. 











The Banking Department 


Views Small Loan Business in Oregon 


By A. A. ROGERS 


Mr. Rogers is Superintendent of 
Banks of the State of Oregon. He de 
livered this address at the recent annual 
meeting of the Oregon Association of 
Small Loan Companies 

These annual meetings of your asso 
ciation afford the occasion for looking 
back over recent years to see whether 
any new tendencies are coming into 
view that seem likely. as they grow and 
mature, to cause marked changes in the 


No line of busi 
ness is really the same today as it was 


small loan business. 


yesterday. Today does not grow out of 
nothingness; its roots are set in yester 
day. or in what has already come to 
pass. We are not helpless before these 
evolutionary forces. We can mold them 
if we will, but must realize that they 
are never at rest. 

Twelve years ago there were 18 lic en 
sees in Oregon under the Small Loan 
Act. with outstanding loans of $2,510, 
000, or an average of $52.291 per office 
As of this date, there are 88 licensees, 
with outstanding loans as of the close 
of 1950, amounting to $6.257.000, or an 
iverage of $65.863 per office. 

At the close of 1939 there were 100 
licensees under the Motor Vehicle Fi 
nance Act and, as of today. there are 95 
Their outstanding loans as 
f December 31. 1950. amounted to 
$2,012,000, as compared with $1,422. 
000 in 1939. 

I am prone to believe that the reason 


lic ensees. 


responsible for the increase in your 
business is, in a measure at least, due 
to the splendid public relations pro- 
gram of your association, and as well 
the quality of the operation and manag- 
ing personnel in our licensed offices. 

Statutory control of your business 
has changed but slightly in Oregon, 
since your Small Loan Act has not been 
changed since 1941. 
been offered and it is but logical to 
believe that others will be presented for 
consideration to future sessions of our 
Legislature. It must be your concern 
to see that such amendments will pro- 


Amendments have 


duce sound business practices and se 
cure justice to lender and borrower. 
As a supervisory official. I believe 
you probably will concur in my view 
that the duty of the Department is to 
make certain that there is technical 
compliance with the law under which 
you operate. I am, and believe I should 
be, concerned that your business be so 
conducted as to leave no basis for criti 
cism by the citizens of the state that 


you serve. I believe that there may be 
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danger in paying too close attention to 
the letter of the law, as this may ob 
scure major objectives. Sometimes it 
may be sound to question practices, 
even if within the letter of our statutes. 

I am willing to admit that it is only 
sound supervision to refrain from advo- 
cating any innovation or change in 
order that one may remain free to criti 
size it. if it goes wrong; nevertheless, 
| hold that a purely negative attitude 
fails to measure up to the needs of to- 
day. Free enterprise ceases to be free 
if your operations are so frustrated by 
supervisory repression that you fear to 
take any forward step, or refrain from 
doing so, rather than battling our De 
partment or being called for stepping 

Official timidity can be 
and frustrating. Official 
dilatoriness can be as deadly as active 
repression. 

There should be a happy medium that 
we can follow. for T am certain that, as 
a supervisor, | should not be repressive 


out of line. 


repressive 


or dilatory. I should realize that in your 
offices there are many eager, alert minds 
at work trying to devise better and 
sounder procedures for more effective 
These ideas and 
procedure and operation 
could be presented to a committee of 


service to the public. 
changes in 


your association and, if the members of 
the committee feel that they have merit, 
An ex- 
periment might then be tried out in one 
or more offices and, if practical, passed 
along to others. 

I believe that the procedures now 
followed in your offices and the services 
you render to the public will be much 
better twenty-five years from now. Let's 
not wait twenty-five years to put these 
improvements into practice and for 
someone else to think of them. Your 
Banking Department and the personnel 
of your offices must be alert to discover 


to our office for consideration. 


and devise procedures which will enable 


you to contribute to the critical days and 
years ahead. 

In other words, if your association or 
any licensed office believes that a change 
in procedure will result in a saving and, 
at the same time, aid you in giving the 
same or better service, and not hinder 
the Department in our supervision, let 
us know and I assure you that it will 
receive our careful consideration. We 
should never reach a point in life where 
we convince ourselves that a change 
should not be considered and given a 
try-out and then be adopted and fol 
lowed when in the public interest. 

I hold the view that our Small Loan 
and Motor Vehicle Finance Acts have 
worked pretty well in Oregon, but that 
they can be improved so that you, as 
operators, can serve your clients to a 
fuller degree. Some of you may already 
know that I would like to see one act 
under which loans could be made on a 
secured or unsecured basis. The pres 
ent provision requiring that the license 
number “shall appear on the letterheads 
and in all advertising matters distrib 
uted, published or displayed by the li 
censee” is of doubtful benefit to the 
public and a source of annoyance to the 
Department and to you as operators. 

Our present rules and regulations 
have perhaps become outmoded; how 
ever, we find that they are well received 
by new licensees, as they tell us that 
they serve as a guide to them in setting 
up their records and accounting proce 
dure. 

I mentioned earlier, the splendid pub 
lic relations program of your associ 
ation. Occasionally remarks are made 
to me that are not at all complimentary 
of your business. It is my duty and 
pleasure to explain to these people, as 
best I can, that the Legislature made a 
study of the Act and took into consider 
ation the fact that you extend credit to 
individuals that may have no security 
to pledge. except a good reputation, 
stability and honesty and that your 
business serves a segment of society and 
meets a social need of our American 
public. In meeting this social need you 
tell your clients exactly what the cost 
of a loan will be, in terms that he can 
easily understand, as there can be no 
no “hidden charges” and no 
“penalties” ; that you are required to de- 
liver to the borrower a written state 
ment, showing the rate of interest, and 
that the money can be repaid in ad 
vance by paying interest only for the 


“extras,” 


days that the money was used by the 
borrower. 

The small loan business depends more 
on the honesty of the American family 
and their solvency than most any other 
business, as a loan of money can only 
be repaid with money, and the money to 
repay your loans must, as a general rule, 
come from the wages or salary of the in- 
dividual, or the family earnings. 
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State Association Activities 





Kentucky 


aid presents Kentucky Colo- 
ate to President Goeglein 


\ fourteen-foot map of the State 
of Kentucky provided the backdrop for 
36 Important People who discussed 
ippertunities and responsibilities of the 
consumer finance business in the State 
of Kentucky at the Eighteenth Annual 
Meeting of the Kentucky Consumer Fi 
nance \ssociation in Louisville Ken 
tucky at the Kentucky Hotel on Novem 
ber # 


M. L. Goeglein president of the Na 


tional Consumer Finance Association 
stated We have gained the respect of 
We have adhered not 


only to the limits prescribed by law but 


the community 


also have respected the spirit of the law 
is well We must maintain the con 
fidence and respect of the entire com 
munity on the basis of merit 

It is not only a pleasure but also a 
privilege to work with you in association 
ictivities for the good of the industry 
ind the public Mr. Goeglein was in 
troduced by Richard E. Meier 

Garvice D. Kincaid. president of the 
Kentucky Associ 


ition, stressed “The greatest asset ol 


Consumer Finance 
the association is the individual. Only 


through solving our problems from 
within our industry can we continue to 
bring results 


Public 


ince . public acceptance is based on 


relations is public 


i thorough understanding of our busi 
ness by the individual in the local com 
munity. This understanding must radi 
ite from within the individual in out 
industry We must prepare to serve 
the industrial growth which has come 
to Kentucky, and know that through 
our working together, we can continue 
to do things good for Kentucky 
things good tor the people of Kentucky 
Loan men are misunderstood,” stated 
the banquet speaker, De Witt J. Paul 
vice president and member of the Exec 
utive Committee of Beneficial Manage 
ment Corporation, Newark. New Jersey 
Mr. Paul told the delegates. “There is a 


fine blend of profit and service in the 
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consumer finance business, but 1 know 
of no business which on one hand ren 
ders a vital service and on the other is 
so misunderstood The business was 
born of human needs and serves them 
but the operators are often spoken of as 
greedy money lenders waiting for finan- 
cial distress to overtake their fellows.” 

\ coffee session was held in the Mez 
zanine Convention Hall at 9:30 a.m 
at which time coffee was served to the 
At this time WHAS-TV made 


news film of the speakers which was 


de legate 8. 


broadeast over television at 6:00 p.m 
ind at 9:00 p.m. 
At 10:00) a.m 
opened the morning session 
Joseph E. Newton 


for Local Loan Company, Chicago, Ili 


Kineaid 
\ kevnot« 


attorney 


President 
=p ake | 


nois, set the stage for the day's activ 
ities, saying. “The variety. inconsistency 
ind maladministration of Federal regu 
latory laws present a serious problem in 
the operation of our business and in 
‘ ise the difheulty of management.” 

The convention delegates were wel 
comed by the pres dent of the Louisville 
Chamber of Commerce, Merle E. Rob- 
ertson, president of the Liberty National 
Bank & Trust Company, who was intro 
duced by Charles | 
president of the Kentucky Consumer 


Humphries, vice 


Finance Association 

\ unique feature of the afternoon ses 
sion was a forum at which a panel of 
leading Kentucky business women dis 
cussed the public relations aspect of the 


finance industry on a “wife to wife 


basis” with the ladies in the audience, 
and on a business basis with the three 
men on the panel. For the first time 
the ladies in the audience were asked to 
submit questions about the consumer 
finance business. A sample question 
was: “Does the average borrower live 
beyond his income and does lending 
him money encourage it?” 

‘Anyone living beyond his incom: 
would soon be bankrupt and a liability 
to a loan company we don't encour 
ige anyone to go into debt. we try t 
straighten him out so he can liquidate 
his debt.” the Other 


questions submitted to the panel were 


panel replied 


‘What are the opportunities for my hus 
band in the consumer finance industry 7 

Why can’t we have sessions like this 
more olten? 

The panel was composed of Harry 
Chairman, Local Loan Com 
Kentucky: Mrs. Max 
B. Dunean. Corbin, Kentucky: Mrs 
Robert | Layman, Lexington, Ken 
tucky: Mrs. Avery M. Riley, Louisville 
Kentucky: Richard E. Meier, Evans 
ville, Indiana; Marshall Harmon, Lex 
ington, Kentucky: and Roy Revell 
Louisville. Kentucky. One hundred and 
thirty delegates attended this session 


Clauter 


pany Louisville 


and each lady received an orchid 
Chairman R. M. Bartella, Lexington 
discussed Office Management: R. J. Ty1 
ing. Evansville, Indiana presented hi- 
views on Inside the Outside Man: W. A 
Paducah, Kentucky, discussed 


Interviewing the Interviewer at the after 


Uvanni 


noon operations panel. Sam Watkins 


moderator of the final afternoon session. 


Messrs. Meier, Harmon, Revell, Clauter, and Mrs. Riley, Mrs. Duncan. 


Mrs. 


Layman 
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led the conference on Community Rela- 
tions in a Rural Operation. 

At the banquet prior to the feature 
speaker, De Witt J. Paul, the highlight 
was the presentation of a Kentucky 
Colonel certificate to Mr. Goeglein by 
Mr. Kincaid. This is the outstanding 
honor that is presented by the State of 
Kentucky. The Kentucky Chamber of 
Commerce presented gold keys to My 
Old Kentucky Home to Mr. Newton, 
Mr. Paul, and Mr. Kincaid. 

Outstanding dignitaries who attended 
the convention were Merle E Robert 
son, president of the Liberty National 
Bank & Trust Company and president 
of the Louisville Chamber of Commerce 

Sheridan Barnes, president of the 
Kentucky Chamber of Commerce 
C. C. Carpenter, Dean of the College 
of Commerce, University of Kentucky 

Douglas Cornette, Louisville Cour 
ier-Journal and president of the Ken 
tucky Press Association . . . Albert 
Phillips, vice president of the First Na 
tional Bank, Louisville. and vice presi 
dent of the Kentucky Bankers Associ- 
ition 

Garvice D. Kincaid was re-elected 
president of the association by the Di 
rectors. Other ofhicers « hosen were vice 
president, Charles L. Humphries, Padu 
cah; secretary. James S. Ferris, Louis 


ville: and treasurer, William F. Brown, 


Covington. 

Directors elected were William F. 
Brown, Covington; Harry Clauter. 
Louisville; James Cronin, Jr.. Hartford 
City, Ind.; William H. Elliott, St. Louis: 
Harry M. Hardesty, Louisville; Charles 
L. Humphries, Paducah; G. D. Kincaid. 
Lexington; H. W. Krasne, Kansas City; 
George C. Leach, Lexington; Guy B 
Love, Knoxville; Fred Fugazzi, Lex 
ington; Richard E. Meier, Evansville. 
Ind.; Joseph H. Pollak, St. Louis: 
Ralph E. Wilson, Louisville; William A. 
Singer, Fort Thomas, Ky.: and Jack 
Riley. Jr.. Louisville. 


New York 

The New York State Consumer Fi 
nance Association held its Annual Meet 
ing at the DeWitt Clinton Hotel, Al- 
bany, November 15, 1951. 

The meeting featured, as a_ public 
relations gesture, a discussion of the im- 
portant present-day problems of infla- 
tion, taxes and government controls. 
In addition to association members, 
many prominent professional and busi- 
ness people of Albany attended the 
meeting. 

The newly elected officers of the asso- 
ciation were: president, Norris A. Wild- 
man of Personal Finance Company of 
New York; vice presidents, John B. 
Huber of General Public Loan Corpora- 
tion and Harry O. Harman of R. Douglas 
Boyd; treasurer, Walter M. Down of 
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Local Loan Company, Inc. and secre- 300 loan executives and guests as 
tary, John P. Bramer of General Public sembled for the Thirty-Sixth Annual 
Loan Corporation. W. A. Bean of Convention of the Ohio Association, 
Equitable Credit Corporation was October 16 and 17. 
elected chairman of the Executive Com Charles H. Cook, association presi 
mittee and Richard O. Wiesner was re dent, called the first luncheon session 
appointed as executive vice president to order using a beautifully engraved 
and counsel for the association. gavel of the late past president, Walter 
The morning program featured an W. Hamilton, of Columbus. This gavel, 
address by Charles M. Cawley, vice presented to Mr. Hamilton in 1933, was 
president of Beneficial Management retained by the association at Mrs. Ham 
Corporation, Newark, New Jersey, on ilton’s request for just such occasions 
the subject “To Advertisers—A Call to There was never a dull moment at the 
Action.” At the luncheon session Neil House for the delegates from Tues 
Richard H. Garlock, assistant vice presi day noon until the final motion to ad 
dent and assistant economist of the Bank journ came late Wednesday afternoon 
of the Manhattan Company, New York The Advertising Exhibit of the Na 
City, gave an address entitled “The tional Consumer Finance Association 
Business Outlook—-Inflation or Defla was a focal point of interest for visiting 
tion.” delegates. Appropriately located and 
The afternoon session, presided over filled with interesting information, the 
by DeWitt J. Paul, vice president of exhibit was viewed by more than _ five 
Beneficial Management Corporation, hundred delegates and guests during 
Newark, New Jersey, continued the the two-day program. 
theme of the meeting. John C. David There were many “first appearances” 
son, director of the Government Finance at the convention. Among them was the 
Department of the National Association newly elected president of N.C.F.A., 
of Manufacturers, New York City, spoke M. L. Goeglein, ef Los Angeles, Cali 
on “The Scuttling of Pay As We Go.” fornia; the use of the Philips 66 method 
Richard O. Wiesner, executive vice of developing questions and discussion 


president and counsel for the associa during the panel program on Wednes 


tion gave a visual aid presentation on day morning; and an increase in the 
the subject “Credit Where Credit Is number of allied trade exhibits on dis 
Due.” Members and guests attending play in the mezzanine lobby. 
the meeting each received a copy of the Between the laughs inspired by con 
new booklet of the association covering vention speakers, the serious discussions 
by picture sequence, the same _ story in the panel programs, the “bull ses 
presented by Mr. Wiesner in his visual sions” in the lobby. there was a gay 
aid presentation. spirit of good fellowship which sent the 
The concluding speaker of the day delegates home feeling that this year’s 
long meeting was J. Paul Mather, staff convention was the best yet. 
associate and assistant treasurer of the To try to catch the whole program 
American Council on Education, Wash in one fell swoop is no easy trick. Here 
ington. D. C.. who spoke on “Credit however, are a few highlights 
Carries the Community When the Com Our Prexy, Charlie Cook, pointed out 
munity Carries Credit.” that the Thirty-Sixth Annual Meeting 
was the largest in paid registrations to 
Ohio date, with more single unit operators in 
attendance than in many previous years. 
The mezzanine lobby of the Neil \ special event for the delegates was 
House, Columbus, Ohio, took on the air the appearance at the banquet of now 
of a family reunion when more than three-term Mayor of Columbus, James 
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A. Rhodes, who welcomed convention 
delegates to the Buckeye Capital. 

Both luncheon sessions were kept in 
high spirits by the entertaining organ 
music of George McGarvey. 

Presentations to each past president 
of a Kromex desk set and a brilliant 
red carnation, Ohio’s state flower, at 
the Wednesday luncheon was one of 
the most impressive ceremonies of the 
convention. Past presidents honored 
were: Hanby R. Jones (1941), James W. 
Waddington (1942), Fred G. Schoon- 
over (1943), Ralph B. Mong (1944- 
1945), C. R. Wolfe (1946-1947), Edward 
M. Arnos (1948), and Gilbert Bilenkin 
(1949-1950). Recognition also was 
given to ten industry personalities who 
had performed outstanding service in 
their respective communities in 1951. 
Framed certificates were presented to 
Lester Alexander, president, Industrial 
Finance Company, Toledo; Lee Barr, 
manager, Central Acceptance Corpora- 
tion, Toledo; James Brown, manager, 
City Loan and Savings Company, Day- 
ton; Al J. Hallas, manager, Welfare 
Frank 


Finance 


Finance Company, Columbus; 
Kenney, 
Company, Cleveland; Joseph Timmons, 
manager, Personal Finance Company, 
Columbus; A. J. 
Loan and Savings Company, Bowling 
Green, and Carl Wikle, manager, Capital 
Finance Corporation, Mt. Vernon. 

In reviewing briefly the convention 


manager, Personal 


Sloan, manager, City 


events in chronological order, you will 
agree, | am sure, that we had a most 


profitable two days The association's 





designed for 


your operation 
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Board of Directors and Executive Com- 
mittees met Tuesday morning prior to 
the membership meeting. President Cook 
appointed a nominating committee con- 
sisting of Miss Edna May King, Youngs- 
town Collateral Loan Company, Chair- 
man, Perle James, Capital Finance Cor- 
poration, Columbus, and O. V. Franklin 
City Loan and Savings Company, Lima. 
The nominating committee was in- 
structed to bring to the membership 
meeting a slate of candidates for Board 
of Directors positions. During the busi- 
ness meeting, the membership re-elected 
unanimously the present Board of Di- 
rectors. The 1952 Board met later in 
the day and re-elected the present as- 
sociation officers and renamed its five- 
man Executive Committee. 

The Tuesday luncheon program, pre- 
sided over by President Cook, had two 
notable highlights. The first, was a 
surprise presentation to Mr. Cook of a 
large birthday cake by Chef Renee of 
the Neil House. The second was the 
challenging address entitled, “Mobiliz- 
ing the Little Families of America,” by 
Paul L. Selby, Executive Vice Presi- 
dent, National Consumer Finance As- 
sociation, Washington, D. C. Mr. Selby 
substituted for William J. Cheyney, Ex- 
ecutive Vice President, National Foun- 
dation for Consumer Credit, Washing- 
ton, D. C., who was forced to cancel 
his engagement due to the death of his 
wife. Mr. Selby’s remarks were timely 
and filled with thought-provoking com- 
ments on the state of our American 
credit economy. 

At the annual business meeting on 
Tuesday M. L. 
delivered an optimistic keynote mes- 
sage entitled, “We'll Get Along Some- 
Following the annual business 

Edgar T. 
Beneficial Management 
Newark, New Jersey, spoke on “How 
a Multiple Organization Interprets 
Regulation W.” 


afternoon, Goeglein, 


how.” 
meeting, Higgins, counsel, 


Corporation, 


The annual banquet was held in the 
spacious grand ballroom of the Neil 
House. The head table was graced by 
the presence of Mayor Rhodes of Colum- 
bus, W. Harper Annat, Director of the 
Department of Commerce of Ohio; Miss 
Margaret Mahoney, Chief of the Ohio 
Division of Securities, and by the newly 
elected Board of Directors. Speaker of 
the evening was Dr. Kenneth McFarland 
of Topeka, Kansas. 

Following the banquet program, a 
Fellowship Party was held in the junior 
ballroom of the hotel. Approximately 
three hundred delegates and guests en- 
joyed an evening of dancing and good 
fun. 

Any account of the Thirty-Sixth An- 
nual Meeting would be incomplete with- 
out mention of this entertainment event 
which was provided convention goers 
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through the assistance of the officers and 
host committees of the Columbus As- 
sociation of Consumer Finance Com- 
panies, 

On both 
afternoon, panel 
ducted. The subjects covered and the 
participants on each panel were as 
follows: 

“Building Your Business in a Mobi- 
lization Economy,” A. J. Gabel, assist 
ant secretary, City Loan and Savings 
Company, Lima; Harold G. Simms, as- 
sistant vice president, Seaboard Finance 
Company, New York; S. E. Risley, ad- 
vertising manager, American Invest 
ment Company of Illinois, St. Louis, 
Missouri, and Paul Fletcher, secretary. 
City Loan & Savings Company, Lima. 

The panel leader was Gilbert Bilen- 
kin, president, Bilmar Loan Company, 
Dayton. Following the four prepared 
addresses, a question and answer period 
was conducted using the Philips 66 Plan 


morning and 
sessions 


Wednesday 
were con- 


of discussion. 

“Taxes,” Emory Glander, attorney at 
law, Columbus; John Martin, certified 
public accountant, Columbus, and G. R. 
Becker, treasurer, Capital Finance Cor 
poration, Columbus. 

The moderator was John W. Schoon 
over, field executive, The City Loan and 
Savings Company, Lima. 

“Wage Stabilization,” Edgar T. Hig 
gins, counsel, Beneficial Management 
Corporation, Newark, New Jersey; Paul 
Shore, personnel director, Household Fi 
nance Corporation, Chicago, and Joseph 
E. Newton, counsel, Local Loan Com 
pany, Chicago. 

The moderator was Joseph H. Louis, 
assistant secretary, Family Finance Cor 
poration, Wilmington, Delaware. 
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All three panels were jam-packed 
with interest, and convention goers 
agreed that the panel idea is the best 
method yet devised for giving delegates 
what they want—information, tech- 
niques, and new practical ideas that 
can be put to work. 

The second luncheon session on Wed- 
nesday was presided over by President 
Cook. It was at this session the pres- 
entations were made to past presidents 
and to winners of Community Service 
Awards and 1952 officers and board 
members were installed by past presi- 
dent Gilbert Bilenkin. The principal 
speaker was Miss Margaret Mahoney, 
chief, Ohio Division of Securities, Co- 
lumbus, who gave an interesting prog- 
ress report on the program of the 
Ohio Division of Securities, sprinkled 
with sound philosophy on the impor- 
tance of consumer credit to Ohio's in- 
dustrial economy. 


Washington 


One hundred twenty-four members 
and employees of companies belonging 
to the Washington State Consumer Fi- 
nance Association together with 33 
guests attended the 8th Semi-Annual 
Regional meeting held at the Spokane 
Hotel in Spokane, Washington, on Sat 
urday, November 10, 1951. The attend 
ance was the largest of any meeting ever 
held in the State of Washington outside 
the City of Seattle. 

4 one-day meeting which started at 
8:30 A.M. with a breakfast for the 
Directors of the association and ended 
with a banquet and dancing in the eve- 
ning was completely filled with inspira- 
tional as well as instructional speeches 
and discussions. 

At the afternoon session Len Lockett, 
secretary of the Washington State Asso- 
ciation and owner of Better Loans Inc. 
of Seattle, 
speakers and their subjects. 

Joseph E. Hurley, executive secretary 
and counsel of the Washington State 
Consumer Finance Association, and a 
prominent member of the bar in the City 
of Spokane, gave a very informative dis- 


presided and introduced 


course on the provisions and back 
ground of the Soldiers’ and Sailors’ 
Civil Relief Act. 

Ray E. Vester. president of Mutual 
Loan Company, Portland, Oregon, who 
is chairman of the Group Life Insur- 
ance Committee of the National Con- 
sumer Finance Association, explained 
to a very interested audience the plan 
which has been worked out by his com- 
mittee to make it possible for members 
of the National Association to partici- 
pate in a group insurance plan. 

4. B. Merritt, staff member of the 
Federal Reserve Bank, Seattle branch, 
gave an excellent talk on the provisions 
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of Regulation W. At the conclusion 
of his talk he answered questions asked 
by various members. 

William Cockrell, vice president, 
Pacific Finance Loans, Los Angeles, 
California, was the last speaker at the 
afternoon session and chose as his sub- 
ject, “You and Your Job.” He pointed 
out very ably the necessity of continuous 
and intelligent training of the newcom- 
ers to this business. Mr. Cockrell drew 
upon his own experiences when he was 
a beginner to make his points clear to 
all. 

Ray M. Cowen, president of Federal 
Finance Company of Seattle, and presi- 
dent of the Washington State Associa- 
tion presided at the banquet and intro- 
duced the speakers of the evening. 

R. D. Carrell, Supervisor of Banking 
for the State of Washington, was the 
first speaker and spoke on the subject, 
“Our Department and You.” Mr. Car- 
rell’s talk was full of meaning and im- 
portance and studded with many choice 
bits of wit. He demonstrated that he 
possesses a rare insight into the prob- 
lems of the lenders. He also demon- 
strated that he appreciates the respon- 
sibility of his position and the obligation 
which is his to administer the regula- 
tions in a fair and impartial manner. 

E. L. Blaine, Jr., vice president of the 
Peoples National Bank of Washington, 
delivered a message entitled, “Let Free 
dom Ring.” Mr. Blaine, who has a 
national reputation as a sound thinker 
and forceful 
provocative as well as inspiring dis 
sertation that his talk was reprinted 
and distributed to all members of the 
Washington State Consumer Finance 
Association. 

At the conclusion of the banquet 
dancing was enjoyed in the main ball- 


speaker, gave such a 


room. During the business session the 
Renton Finance Company of Renton, 
Washington, was admitted to member- 
ship in the state association. The state 
association now boasts 81 members out 
of 89 licensees. This is believed to be 
the highest percentage of any state asso- 


ciation. 


Operation Enterprise No. 2 
Continued from page 9 


ideas appealed very strongly to the 


more intelligent businesmen of Eu- 
rope. and insofar as money and trade 
conditions would permit many of these 
ideas could be adopted and put into use. 

It must be however, that 
there is an atmosphere of reluctance 
among Europeans to adopt the mass 
production and mass distribution sys- 
tem of the United States. As one Eng- 
lishman put it, he believes that the 
English businessman thinks that mass 
production is just slightly undignified 


noted, 


because it, (1) is degrading to the 
spirit of man to work on a mass pro- 
duction line doing the identical task a 
thousand times a day, (2) it destroys 
the pride of craftsmanship which has 
been a stimulus to the English workman 
for generations, and (3) the English 
businessman does not willingly par 
ticipate in calculated sales to the 
masses, because he likes to deal with 
high-quality products and sell them to 
what we call the “carriage trade” and 
what in England they term the “mink 
and monocle” crowd. As this relue- 
tance to accept our concept of mass 
production and distribution became ap 
parent, we took it as a challenge and 
developed the theme that our mass pro 
duction and distribution 
America has brought a measure of cul 
ture and development to the American 
working man 
Europe. 
of living so that living conditions of 
lower income groups in America excel 
that of any other people in the world; 
and our American methods of institu 
tional research and technological im 
provement have brought to the mass of 
people in this country higher quality 


system in 


unknown anywhere in 
It has improved our standards 


lower cost and greater serviceability of 
our products than is apparent anywhere 
in the old world. 
porting the whole economic system is 


Underlying and sup 


our system of consumer credit, which 
recognizes the integrity of the ordinary 
citizen, trusts him, finds him responsive 
in a magnificent way. I believe that 
we made some real progress in bring 
ing the thinking of the businessmen 
on the two sides of the Atlantic into 
closer understanding. I further believe 
that we brought a new concept of the 
role of consumer credit not only in sales 
but in the development of higher stand 
ards of living for a people. 


OPENING A 
NEW OFFICE? 


Build fast, profitable loan volume with 
successful direct mail ANNOUNCE- 
MENT PROMOTION. Used by large 
chain companies EVERY TIME they 
open a new office. 

Write for Free Samples today! 
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Our Grim Struggle with English 


By WILLIAM H. BUTTERFIELD 


The author has written several times 
for BaNnKkinc, and is the author of a 


number of books 


When Wong, an ambitious Chinese 
boy, applied for a position with an east 
ern bank, his letter of application made 
i lasting impression on members of the 


personnel department: 


Gentlemen 


I am Wong 
benefit that | write to ask for a position 
I have a flex 


It is for my personal 


in your honorable house 
ible brain that will adopt itself to your 
business, and in consequence bring good 
efforts to your honorable selves. My 
education was impressed upon me in 
the Peking University in which I gradu 
ite number one I can drive a type 
writer with good noise and my English 
le is great 

My references are all of good, and 
should you hope to see me they will be 
read by you with great pleasure. My 
last job has left itself from me for the 
good reason that the large man is dead 
It was on account of no fault of mine 

honorable Sirs, what about it? 

If | can be of big use to you, I will 

irrive on some date that you should 


EuUCss Yours very truly, 
Wong's grim struggle with English 

gives us a smile. But how many of us 

could do as well with his language as 


, 


he did with ours For that matter, how 


much better does the average American 
letter writer express himself in English 
his own native tongue? 

Many of the letters written in every 
day business contain sentences just as 
ludicrous and inept as those written by 
our friend Wong 


ire a few illustrations from letters writ 


I or example a he re 


ten recently: 


i you can buy 


we” LOAN 
OFFICE FIXTURES 


New SIT DOWN COUNTERS 


New CLOSING ROOMS 

fast delivery 

YOUR OFFICE PLAN 
LAYOUT SERVICE 


ce of Missouri 
& Engraving Co. 


WRITI PHONE 


Guild Craftsmen wissSoni 


2675 Washington - JEfferson 3003 


[his acknowledges your letter of June 
5 regarding the medium-weight lawn 
mower, which has been placed in our 
files. 
This merchandise was reported dam- 
aged by our salesman, Mr. Lee, when 
he returned from his call at your office 
yesterday 
Anyone up to age 70 will be furnished 
complete details without obligation of 
the most liberal policy issued by return 
ing the enclosed card. 
I shall await your reply in the envelope 
provided for that purpose. 

While 


gives an amusing twist to these sen 


awkwardness of expression 
tences, there is no doubt or misundet 
standing about the meaning that each 
writer intended to convey. Sometimes. 
however, the reader is completely puz 
zled by a letter that makes him dig for 
a well-hidden meaning. 

Some time ago a plumber, seeking an 
item of information, wrote to the Na 
tional Bureau of Standards. His ques 
tion was simple and direct. He had 
found that hydrochloric acid works well 
in opening plugged pipes, and he 
wanted to know whether this solution 
would damage the pipes. He received 
the following reply from the Bureau: 


The uncertain reactive processes of 
hydrochloric acid place pipe in jeop 
ardy when alkalinity is involved. The 
efficacy of this solution is indisputable, 
but the corrosive residue is incompatible 
with metallic permanence. 

Well satisfied with this answer, the 
plumber thanking the 


Bureau for letting him know that hydro 
Back came 


wrote a note 


chloric acid was all right. 
this immediate reply: 

Hydrochloric acid generates a tox 
and noxious residue which will produce 
submuriate invalidating reactions. Con- 
sequently, some alternative procedure is 
preferable. 

Now more pleased than ever with his 
discovery, the plumber wrote the Bureau 
enthusiastic 


again, agree 


ment that hydrochloric acid works very 


expressing 


well indeed. \ day or two later he 
received the following reply by tele 
gram: , 

Don’t use hydrochloric acid. It eats 
hell out of the pipes. 

Finally, on the third try, the Bureau 
made its message clear enough to be 
understood by the reader. The two 
confusing letters had used a total of 51 
the message that straightened 
things out contained 11 words. 


words; 


Here is one more example of waste 
fulness in the use of words. It is quoted 
from a sign on the cashier's desk of a 


Washington hotel: 


In order to substantiate our desire to 
accommodate our guests, we would ap 
preciate your cooperation to anticipate 
your credit requirements before depat 
ture. 


In other words, “No checks cashed.” 

After reviewing common business let 
ter faults that confuse the reader with 
“double talk” and waste his time with 
useless words, let us conclude on a more 
hopeful note. Join me, if you will, in 
applauding the simple directness of the 
collection manager who sent this re 


quest to a customer in another city 


Gentlemen: 
Will you please send us the name of 
a good lawyer in your community? We 
may have to sue you. 
Cordially yours, 


Reprinted from Banking 


Price Stabilization 
Re: Regulations 34 and 14 


The following memorandum was pre 
pared by Roger S. Barrett of Hubachek 
and Kelly, Chicago, in response to in 
quiries by members: 

For some time the OPS regulations 
have been in a doubtful state as to 
whether they were intended to apply 
to interest rates on loans. A form let 
ter was received by a member from a 
local OPS office suggesting or implying 
that Regulation 34 might cover the loan 
business, but there was no demand for 
compliance. Regulation 34, issued May 
11. 1951, was very general in its terms 
and might have been intended to apply 
to lending, but we did not think so. On 
July 9, 1951, a new “General Overriding 
Regulation 14” dealing exclusively with 
so-called “Excepted Services” was 
issued by OPS. 

Section 3 of said Regulation 14 spe 
cifically exempts from price ceilings a 
list of 67 Included in this 
list are 

“(17) Discounting. purchasing or ad 


services. 


vancing monies upon the security of 
accounts receivable, promissory notes, 
bills of exchange and other like com- 
mercial paper. 

*(30) Interest for the use of money.” 

This seems to dispose of the question 
for the time being. Under Overriding 
Regulation 14 interest 
limited by the OPS. 


rates are not 
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A Glance at What They Are Doing 


Colorado Association Receives Oscar 


The Colorado Association of 
Finance Companies 
Denver Community Chest Drive as a 


entered the 


unit. They organized such an efficient 
campaign that every member and non 
member engaged in the consumer fi 
nance business was contacted and con 
tributions received. Upon completion 
of the drive. the association had raised 
155°) of the quota assigned to them. 
The picture shows Lloyd Boyd. chair 
man of the Consumer Finance Division, 
receiving an Oscar from the Community 
Chest chairman in recognition of the 
outstanding record established by this 
new Community Chest unit. The mem 
bers of Mr. Boyd’s committee were 
Lloyd Hawkins, Personal Finance Com 
pany: Lee Hosman, Commerce Loan 
Company: Al Morr, Morr Loan Com 
pany: Al Ashton, Empire Finance Com 
pany: R. W. Carmody. Local Loan 
Company; Gibbs Cook. General Credit 
Corporation; M. J. Mullen, United Fi 
Bleakley. Cen 
Rynie Dorherty. 


nance Company: H. J 
tral Finance Company: 
Fidelity Loan Company; R. D. George. 
Security Credit Corporation, and George 
Brandenberg. Domestic Finance Com 
pany. 

We add our congratulations not only 
for the successful campaign which they 
completed but for the fine community 
spirit evidenced by their enthusiastic 
participation in this important civic 
enterprise. Such fine public-spirited 
service deserves recognition everywhere, 
Your Public 


recommends active participation by our 


Relations Committee 
local industry groups in every worth 
while community activity. The Com 
munity Chest Drive is at once a chal 
lenge and opportunity 

Paul Zz. Vance has been employed 


by the Department of Banking of the 
State of Nebraska as examiner of small 
loan companies to fill the position left 
vacant by the untimely passing of our 
examiner, Frank Kuncl. Mr. Vance 
will commence working on January 1. 
1952. Mr. Vance acquired his A.B 
and B.S. degrees from Peru State 
Teachers College, Peru, Nebraska. He 
later took advanced work at Kansas 
State College. Manhattan, Kansas. He 
has been engaged in personnel work 
with Buick Motor Company. personnel 
work in the army. and has had 15 
years of teaching experience. 
Maxwell C. King, 
Pacific 


keynote speaker at the first system-wide 


president ot 
Finance Corporation, was the 
conference of sales finance branch 
managers held by that organization in 


Mr. King spoke on the need 


for improving management in 1952 in 


14 years. 


order to cope with higher governmental 
taxes, higher interest rates and other 
operating costs. 

“This Corporation, like all others, 
has two groups of primary interest—the 
stockholders. who provide the basic 
structure that puts us in business and 
the employees, who operate the business 
within the framework of this structure.” 
Mr. King said. “The stockholders must 
be adequately compensated for the 
money they have at risk or the company 
cannot endure. Certainly it could not 
grow and progress without the enthu 
siastic support of the investing group. 
The employees must have fair wages. 
good working conditions, security. and 
incentive to do the best job for them 
selves and thus for the stockholders. It 
is the responsibility of top management 
to formulate operating and public and 
personnel relations poli ies, to the end 


New American Finance Conference 
Executive Committee 
Elected at the 18th annual convention 
in Chicago were. first row (left to 
right): Byron S. Coon, chairman, Gen 
eral Finance 
Victor L. Brown, president, Motors Ac 
ceptance Company, Milwaukee: E. P. 


Corporation, Chicago; 


Latimer, president, American Discount 
Company of Georgia, Charlotte, North 
Carolina: R. Earl O'Keefe, president, 
Southwestern Investment Company, 
Amarillo, Texas. who was elected presi 


dent of AFC 


Associates Investment Company, South 


Robert Oare, chairman, 


Bend. chairman of the executive com 
mittee; and James F. Watson, treasurer, 
Pioneer Credit Corporation, Great Bar 
rington, Massachusetts, who was elected 
a vice president. Back row (left to 
David B 
Interstate Finance Company, Dubuque, 
Maxwell C. King. 


Finance Corporation, Los An 


right) Cassat, president. 


lowa: president 
Pacific 
geles: Thomas W. Rogers, 
vice president of AFC, 


executive 
Chicago; Clar 
ence L. Landen. president, Securities 
Acceptance Corporation, Omaha: and 
HM. f Solomon, Colonial 


Finance Company. Lima, Ohio 


president 


that the stockholders are reasonably re 
warded and that the employees are a 
well-integrated, enthusiastic and prop 
erly compensated group.” 


REGULATION W 
FORMS 


Carried in stock for 
IMMEDIATE DELIVERY 


Statement of Borrower 
Statement of Changed Conditions 
Exempt Credits Statement 


DUNCAN PRINTING 
CORPORATION 


714 North Capitol Avenue 
INDIANAPOLIS 4, INDIANA 














The Trends of Consumer Credit 
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